WINSTON 


Second Quarter Promotion Oblectives/Strateaies 

• April 300 Off 1 Pack Deeper Promotion Coverage (DPC) - WINSTON 

, - VAP ship date to retail week of April 6,1998. 

Deliver positioning, provide discounting opportunity in lower volume outlets not receiving other RJR promotions. 
20-pack display only. 

• May B2G 700 off 2 Packs 

VAP ship date to retail week of May 4,1998. 

- Generate competitive full-price trial on WINSTON, Light Box (50%), Full Flavor KS Box (50%). 

• 700 off 2 packs is the offer, but the packaging is Winston Cup NASCAR and designed to deliver WINSTON's 
.' No Bull Five Promotion. 

- Place in pack Partner outlets, concentrating on C-Gas. 

- Winston No Bull Five: 

, 4 Link the popularity of Winston Cup to the brand's positioning and the brand itself, 

jf’ ^ Creates and maintains news on Winston with a reason to maintain incremental in-store presence materials. 

' . 4 Million dollar giveaway for 5 No Bull races; The first race is the Daytona 500, February 15,1998. The 

second race is the Coca-Cola 500 In Charlotte on May 24,1998. 

4 Presence materials for the Second round of The No Bull 5 are currently being developed by the brand. 

They are not to displace any Winston presence materials. Only to be placed where it adds to our store 
brand presence. The new materials will contain creative with the 5 winning drivers of the Daytona 500, 
because they are eligible for the Charlotte No Bull Five million purse- April DTS. 

• May Cigarette/Tobacco Store Carton Onsert and Materials 

Communicate the No Bull 5 promotion via carton Onserts to use in conjunction with Price Gap Funds. Includes 
1998 Winston Cup Schedule providing an added benefit to the consumer. Onserts do not have preprinted 
denominations. 

- CTS presence materials will consist of 2 DBRCs and an A-frame tent card. 

Presence Obiectives/Strateqies 

• Accrual Sleeves 

- Add equity/positioning to discounting efforts by emphasizing brand trademark and color palette (red-white-red). 

3 - Provide brand-specific 2, 3, and 5 pack sleeves to support discounting efforts funded by retail Accrual/GAP. 

Utilize in all outlet types, 

| • SME POS Kits 

- POS Kits have been allocated to support WINSTON Cup events at retail in selected markets. 

- Materials include: 

• Cup Kit, Item #539432 . Drag Kit, Item #539462 

- One 25'WINSTON Cup Pennant Rope - One 25’WINSTON Drag Pennant Rope 

- One WINSTON Cup 9x3 Schedule Banner - One WINSTON Drag 9x3 Schedule Banner 

• Workplan POS 

- WINSTON should have the primary presence in Winston Priority markets and should convey the WINSTON 
proposition in all markets. 

Provide dominant, big brand presence with Red-White-Red advertising in all outlets - communicate multiple 
messages on package displays, “No Additives, Winston, True Taste", “Smoke This”, and "Fire up a Real One 
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VAP Promotion Timetable (Pack Outlets) 
Second Quarter 1998 


1) Promotion Details 


Month 


Promotion 


g.vaafSBiimEn 


First Order Date 


First Delivery Date to Direct Account 


Direct Account Ships to Retail (week o 


2. ' ■ Prc-Plannlna and Execution 


Review with Direct Account 


Direct Account Administration 


Templates/Packing instruction to Direct Account 


BSGSF Ordered 


BSGSF Delivery to Direct Account 


Premiums Ordered 


Premium Delivery to Direct Account 


Template Loaded/Reviewed 


Product Stam 


VAP Assembly/Packi 


3. Follow-Up Process 


Review Unshipped SKUs 


’ Missed Distributions 


Reload Distributions 


ropriate Accounts 


rii 


CAMEL 
B2G1 
@ 100 
#800335 


ril 


DORAL 

B1G1F 

#800219 


DORAL 

B2G1F 

#800211 


2/16/98 

3/2/98 

3/2/98 

3/9/98 

3/23/98 

3/23/98 

4/6/98 

4/20/98 

4/20/98 



3 


4/6/98 


5/4/98 


CAMEL 

B2G 

T-Shirt 

#800101 


20 


3/30/98 


4/20/98 


June 


DORAL 
B1G1F 
#800432 


20 


4 / 27/98 


5 / 18/98 




e 


DORAL 
B2G1F 
#800433 


21 


4 / 27/98 


5 / 18/98 



You may want to reformat Sections 2 and 3 to customize to your direct account It is important to work out a mutually acceptable and clearly laid out timetable. 
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